An Index of Industrial Distribution Articles 


Here’s a listing of articles that appeared from Jan. through June 1954 


SALES IDEAS 


Ciinic Gors on Wueets to Cusromers.fan. "54 82 
Sales promotion on wheels proves successful for 
lennessee distributor 
“ENGINEERING FROM THE Facrory 
Man—” Jan. 54 86 
Chicago firm formulates policy for smooth-running 
relationship 
DEMONSTRATIONS FOR Non-CusroMeErs? 
Wuy Nor! Jan. "54 98 
They've developed farm trade for North Carolina 
distributor 
mercency Carts Are Our Business”. .Jan. 54 104 
Newark distributor asks for them, brags about them 
Ouotra SystemM—How It’s Dont Feb. °54 98 
It took 3 years, but it was worth it; says L. A. firm 
Iv Takes Settinc tro Ger a Lint Feb. ’54 100 
7-vear effort succeéded for Long Island City house 
Want to App New Line? Try Cueck 
ING Picx-Ups Feb. 54 108 
Study of non-stocked items helped Tennessee dis 
tributor 
INCENTIVE PLAN Boosts TrELEPHON! 
SALES Mar. °54 86 
Newark house gives 5 commission On some ina 
tive accounts 
’ Ways vo Use a Sates Room 
Minneapolis firm rev imped sales room with many 
foid results 
Waar Doers Service MEAN? \pr. 54 94 
he “magic word” is put under scrutiny by Denver 
hirm 
Competitive Marker “Goop ror SALES 
MEN June "54 92 
Dallas sales 


ontests 


! 
manager stimulates interest with sales 


SALES IDEAS FOR SALESMEN 


Ir You Tatx Cenrs—You Ger Sates Jan 
Dayton distributor gets talk down to costs 
it pays 
Pur Toots ON WuHeets ror SaALes 
UNLIMITED Jan. °54 102 
Maximum potential is realized by Indianapolis spc 
cialty man 
lo Sect. More—Ser Everyont Feb. 54 82 
Denver salesman hunts sales in every department 
Once A P. AA—Now aA Sates MANAGER Feb. °54 3 
Ohio man has been on both sides of the fence 
Youtru Is No Barrier Feb. °54 102 
North Carolina salesman learned his A, B, C’s fast 
ANALYZE Porentriats—THEN PLAN Your 
CALLS Feb. 54 106 
Don’t waste selling hours, says New Jersey salesman 


Propucts AND MARKETS Feb. '54 110 
Mar. °54 110 
Apr. 54 110 
June "54 94 
hese sales quizzes will test your knowledge of the 
supply field 
I Coutp Have Been a Betrer SALES 
MAN I} Mar. 54 92 
Four good points are made by a Duluth salesman 
Tue SALESMAN & CusroMEeR X Mar. "54 94 
Cleveland salesman jumped sales 10 times in 4 years 
You Have ro Bi Mar. °54 104 
I'wo diverse viewpoints are offered—via Denver and 
Cedar Rapids 
Dors tue P. A. Keep You Warrinc? Apr. 54 96 
Grand Rapids sales manager discusses this situation 
You & Your Setiinc Jos—3-Parr AR 
TICLE BY MARKETING PROFESSOR 
PART I Apr. 54 97 
Parr Il May °54 104 
Part Ill June "54 91 
LeARN Customers Jos FROM “INSIDI 
Our” \pr 54 108 
Atlanta salesman believes in getting the complete 
picture 
Sates ENGINEERING Neeps HuMAN ENG! 
NEERING Mav °54 98 
Teamwork is necessary between specialist & general 


salesman 


IDEAS FOR MANAGEMENT 


How vo Cur OverHeap 20 
California distributor tackles smal 
How to Drevetop SALESMEN 
Seven sugcestions are give 
manage! 
Errective Use or THE TELEPHON! 
It begins in the “classroom 1 Denver 
house 
[ne Tor Executive: Just Wuart's Hits 
Jos? Jan. 
Oklahoma distributor presents h vn & 


effectively 


LAYOUT & DISPLAY 


Goop Morae Benerirs SMALL Firms 
ALSO Jan. 54 106 
] 


Improved warehouse dividend to 


Virginia firm 
Disrrisutors Move ro GaIin 


Room Jan 


} i] ‘ 
yuildings 


54.C«C«#dSS) 
8-page article shows trend to 
INTEGRATION & EFFICIENCY Mar. 54 108 


Achieved under one roof by lle distributor 
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GENERAL 


Waar Happens tro Gross Marcins 
WueEn You Cur Prices 5%, 10 
20% Jan. “54 
Effects are graphically illustrated in three tables 
Quantity Pricinc Cosr JusTiricaTion 
Mernops ro Be Srupiep sy New 
FTC Apvisory CoMMITTE! Jan 
Quantity discounts and price differentials ar 
study 
lRENDS IN YEAR-END Buyinc Mar 
Survey reveals distributor cutback Nov.-Dex 
ANNUAL Survey oF DistripuroR OpEra 
rIONS Ma 
Sales advance 2.4% to $3.9 billion 
Ine Unsunc SECRETARY Tre SALES 
MAN'S WIFI Ma 
She's the silent partner behind her 
man husband 
“Easy Lessons in RELAXATION 
Chicago sales manager pron 
records 
Distrisutrors Crre Your PROBLEMS 
But they offer sol ns im surve 
How Mucu’' Witt INnpusrry SPEN 
EXPAND? 
Results ot McG iw Hill 
23 SALESMEN TYPES 
Salesmen can 
sales manage! 
Minimum Retrurnep Goops 
Rochester firm has tw -point 
DupiicaTion Witt Save $1,000 
MontTu 
Sp | paperwork bv el 
Cleveland distribut 
Musr INpusTRIAL SuppLY SALESMEN | 
4 PATTERN? 
lita Sad it nanage 
irticl 


Ler THE SALESMAN KNow Apou1 


\Martep-INn Orpers 


\kron firm ares Salesman 


mailed 
INVENTORY LINE SUMMARY 
Monthly evaluation at Si 
mformation 
Watcu Your TRANSPORTATION Cosyrs 
Your profits may be leaking, 
tributors 
HANDLING RetruRNED Goops SysTEMA! 
CALLY 
Refined 
niZ¢ 
TRENDS 
IN ECONOMICS 
IN MANAGEMENT POoLicy 
IN SALES MANAGEMEN! 
IN SELLING 
IN SYSTEMS 
lopay s Buyer 


4 New Jer 


Guide” has solved some of the purchasing prob 
lems 
Propuces SALESMEN Wro Are SALEs 
MEN! June 54 86 
10-year program of Indianapolis house does just that 
Mutripte Cuotce Maxes Catt Reports 
EASIER TO Writ! June ‘54 90 
Form devised by New Jersey house proves suc 


cessful 


PROMOTION 


CLARKSON Sets Up Course In INDUS? RIAI 
DisTRIBUTION Jan. ‘54 84 
Curriculum leads to Bachelor of Science degre« 
Your Company Name—Does I1 
Gert Across Het Jai 54 100 
New Jersey distributor revamped printing design 
Use Ir Rigut—Anp Newsparper ADVER 
rISING Pays Jar 54 108 
Canton firm believes results tar outdistane« t 
How ro Use aN ADVERTISING AGENCY Jan. 54 110 
President of the 4 A’s tells how agencies function 
INDUSTRIAL DistripuTION Course GalIns 
New Suppor \pr 
Five scholarships set up at Clarkson by 
members 
Present Your New Cararoc Liki 
New Propuct 
Cambridge firm trains sales 
effectively 
Wuere Can My Customers Park? June 
Minneapolis distributor's solution make 
public (and customer relation 
Pustic RELATIONS FOR THE INDUSTRY Jun 
An editorial plea for “‘selling ur industt 
CaREERS IN [INDUSTRIAL DISTRIBUTION Jun 
8-page booklet giving tory of Indust 


bution as a car 


MEETINGS 
SOUTHERN ASSOCIATION JOINS IN MARKE1 
ING WORKSHOPS 
500 attend mid-vear meeting in Mis 
ASSOCIATIONS WHINI { MARKETING 
Worksnops 
Last in seri 
} 350 
CONVENTION IN New YOrK 
Coverage of the annu 
d text 


EDITORIALS 


Your Prositems As We See THe 
Wat's AHEAD FOR Business? 
Ler’s Ger ro Work 

[RAINING FOR A Berrer INDUSTRY 
Wuat's Gornc Gn? 

Don’t Loox Now, Bu1 
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